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zippyshell

ZIPPY SHELL GREATER COLUMBUS

Moving & Storage
Made Simple

Zippy Shell treats each customer with the highest quality of care for all services. We bring the
storage container to you.

You load the street-legal Zippy Shell at your own pace and when you're done, we'll pick it up
and take it safely to storage or your new home local or nationwide. It's as easy as that!

: "We came to know the owner of Zippy Shell
= 2228 Greater Columbus, David Rothman, after we
sold his home. We have used Zippy Shell
numerous times and fully trust their services
and staff with our clients."

s

TOP PICK

We offer:

Traditional Zippy Shell or POD-Style Containers
Local & Nationwide Moving

Indoor Climate Confrolled Storage

DIY Loading or Full Service Loading is available

Call 614-915-0800 and mention this offer
to claim one month of FREE declutfter storage!

ZippyShellColumbus.com

BAPID

Mortgage Company

OWN THE RELATIONSHIPS.
OWN THE RESULTS. OWN THE PLAYBOOK.

Top Real Estate Agents need lenders
they can trust.

Top Loan Officers need companies
that don’t slow them down.

Rapid Mortgage was built for
producers who want:

Access.
Clarity.
Partnership.

DON'T JUST TAKE A
SEAT AT THE TABLE.
BUILD IT.

Reach out to Mark Jaynes today.

614.845.5200
mjaynes@rapidmortgage.com

NMLS 12220 | Rapid Mortgage NMLS 126841 | www.nmlsconsumeraccess.org | Equal Housing Opportunity



Preferred Pariners

This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
These local businesses are proud to partner with you and make this magazine possible. Please
support these businesses and thank them for supporting the REALTOR® community!

AUCTIONS AND DOWNSIZING
Auction Ohio

(614) 846-3300
www.auctionohio.com

Suzy’s Helping Hands
(614) 560-5448
suzyshelpinghands.com

BASEMENT WATERPROOFING
& BASEMENT REPAIR

Buckeye Basement Solutions
buckeyebasementsolutions.com

CUSTOM BUILDER
Compass Homes
(614) 957-3793
compasshomes.com

M/l Homes of Central Ohio
Conor Crotty

(614) 330-0649
mihomes.com

Parry Custom Homes
(614) 321-8199
experienceparry.com

HEATING / COOLING /
PLUMBING

Atlas Butler
HeatinglCoolingIPlumbing
atlasbutler.com

HOME INSPECTION

Cap City Property Inspection
(614) 654-6632
capcityinspect.com

Linkhorn Inspection Group
(614) 260-1776
linkhorninspections.com

HOME WARRANTY

First American Home Warranty
Lauren Calhoon

(614) 633-7295

HSP - Home Service
Plan of Ohio

(614) 626-3984
myhomeserviceplan.com

SafePro Home Warranty, Inc.

(614) 905-6259
safeprohomewarranty.com
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INSURANCE

Bolton Insurance

(614) 551-6469
boltoninsuranceagency.com

USA Benefits Group
(614) 806-4250
usabg.com/thinds

INTERIOR DESIGN
Mission Design Co.
(614) 706-6076
mission.design

JUNK REMOVAL

Two Men And A JUNK Truck
(614) 9011573
twomenjt.com/columbus

LISTING PREPARATION
SERVICES
HOMEstretch

Hailey Major

MED SPA / WELLNESS
Hydrate Me

(614) 965-6603
hydratememedspa.com

MORTGAGE LENDER
CIVISTA BANK

(614) 210-2427 x11827
civista.bank

Evergreen Home Loans
(614) 565-1172
evergreenhomeloans.com

JPMorgan Chase Bank NA
(614) 323-5080

homelendingadvisor.chase.com/

John.P.Priestas

Lower

Austin Clarkson

(419) 236-5388
lower.com/loan-officers/ohio/
columbus/austin-clarkson

Lower Mortgage Team
(614) 431-3164
lowerlocal.com

NFM Lending
Sebastian Starud
(484) 515-4711
nfmlending.com

NFM Lending, The
Daniel Sa Team
Daniel Sa

(614) 369-4856
nfmlending.com

NFM Lending/TeamArocho
David Arocho

(614) 840-5013
davidarocho.com

Oasis Mortgage Group
Sarah Engstrom

(614) 594-8281
omg-loans.com

Rapid Mortgage
Mark Jaynes
(614) 845-5200

Rural 1st
(502) 276-8712
rurallst.com

Union Home Mortgage
Noah Brader

(614) 212-6921
uhm.com/nbrader

MOVING & STORAGE
Silver Bullets Moving
(614) 558-5750
silverbulletsmoving.com

Two Men And A Truck
(614) 901-1573
twomen.com/columbusoh

Zippy Shell Columbus
Dave Rothman

(614) 812-7970
zippyshellcolumbus.com

NEW HOME SALES

DR Horton Sales Consultant
Jill Sayre

(740) 341-7209

Justin Phillips
(614) 732-1283

Kristy Reynolds-Rafiyq,
D.R. Horton

Kristy Reynolds

(614) 795-4663
drhorton.com

NON-PROFIT ORGANIZATION
Women'’s Council of Realtors
(740) 501-3547
www.wcrcolumbus.org

PAINTING

CertaPro Painters

(614) 929-8986
certapro.com/columbus-res

PHOTOGRAPHY

Board & Batten Real

Estate Media

(740) 816-2707
www.wesmosleyphotography.com
and boardandbatten.us

DSg Real Estate Photography
(614) 395-5096

Kristen Nester Marketing

& Photography

(614) 314-9340
kristennesterphotography.com

Leslie Fox Photography
(614) 565-8098
lesliefoxphotography.com

TourDSpace Productions
tourdspace.com

PROPERTY MANAGEMENT
Styer Real Estate Professionals
(614) 843-5656
www.StyerHospitalityCo.com

RESTORATION / RENOVATION
Nordine & Associates

(614) 216-2202
nordineandassociates.com

ROOFING SERVICES
Near Me Roofing Ohio
(330) 413-9182
nearmeroofingohio.com

STAGE & DESIGN
Ashworth Home
(614) 285-6808
ashworthhomeco.com

TITLE COMPANY
Cbus Title Agency
(614) 880-9327
cbus-title.com

Heart of Gold Title
(614) 398-8226
heartofgoldtitle.com

Northwest Title
(614) 420-2995
nwtitle.com

Ohio Real Title
(614) 602-4440
ohiorealtitle.com

Resource Settlement Services
(614) 537-3096
resourceres.com

Stewart Title
(614) 818-1109
stewart.com

Title First
(614) 431-0497
titlefirst.com

ValMer Land Title Agency, LLC
(614) 860-0005
valmerland.com

World Class Title
(614) 882-8022
worldclasstitle.com

The Path to
Homeownership

Starts Here!

Are credit challenges holding your buyers back
from purchasing their dream home?

YOUR NEW
HOME SALES
COUNSELOR

D-R-HORTON

Plavoricas Litater

Working on a fundraiser?

Scan the QR code to reach out
and see if we can support you!

Heart Of Gold Title

HEARTOFGOLD (614) 812-0102
www.heartofgoldtitle.com

5919 Karric Square Dr, Columbus

PROTECTING OUR CLIENTS
SERVING OUR COMMUNITY

DSg Real Estate
Photography

Photos
Video
Drone

Social Media
Reels

Floor Plans
360 Tours
Marketing Kit

Brand
Marketing

YOUR ONE-STOP-SHOP
FOR ALL YOUR REAL ESTATE
MEDIA NEEDS

M 1

Soqoff;lot; on First S;)ot

(use coupon code "RP50")
L _

Doon gty

614-395-5096
don@dsgrealestatephotography.com
book.dsgrealestatephotography.com

Columbus Real Producers - 5



e WUnd
;_, =, 8 .,
Miller REAL PRODUCER

Drew Basil

IN THIS ISSUE

4 Preferred Partners

8 Staff

12 Pub Note

16 Featured Affiliate: Rapid Mortgage
22 On The Rise: Lindsey Hamilton

28 Real Brand Boost

32 Making A Difference: Carole Greenzalis
38 Agent On Fire: Drew Basil

44 Legally Speaking

48 Real Producer: Cece Miller

16 Rapid Mortgage 22 Lindsey Hamilton 56 Standings

If you are interested in nominating people for certain stories, please email us at: katie@rpcolumbus.com
6 - July 2026

Summer Should Feel Easy. [EABenefits Group
L Your Insurance Coverage Should Top, e tire-sevorisuance

Health = Life t

AR S T = = * Senior Insurance e
£EE ) 3 { m ! \ f) * ACA Plans
| | | | | f | .\/

- S o . F "--._?_-’ \-._,. Hedping families protect

HEALTH LIFE SENIOR ACA what matters maost ==

\ INSURANCE  INSURANCE  INSURANCE PLANS all summer long :_—"_,".'_ B
- -
?zﬂu‘ 'i"}u,j Jiumimir &

We'll help you find the right coverage.

Tonya & Steven Hinds
Health and Life Insurance Expert:

Staging costs 1SS
than your first
PRICE REDUCTION

taced F Il 84% faste L N

Staged homes sell 84% foster — SRSEINNGRQIE

than unstaged ones. Don't just Hf
10NE

@ 414.541.8166
@ ashworthhomece.com

@a ashworthhome

list it, MARKET IT!

© 1 YDRATE ME

Health & Wellness IV » Aesthetics Medspa

Columbus Real Producers - 7



Meet
The

Team

Katie Mastroianni Kaitlin Hall Christina Kitchen Megan Sullivan
Owner and Publisher Assistant Publisher & Editor Ad Strategist Reprint Specialist
katie.mastroianni@ kaitlin.hall@realproducersmag.com columbusrealproducersads@ columbusrpclientcare@gmail.com
realproducersmag.com gmail.com

BOLTON
INSURANCE

General Contractor Services | Request to Remedy FAITH. FAMILY. COMMUNIT#

Kitchens | Bathrooms | Commercial Upfit Renovations - \
Denny Bolton B g
ot

Sara Albertson Wes Mosley Timothy Zaritskyy Kristen Nester S e S T
Social Media Manager Photography Videography Photography New Construction | Design Building Agent | Owner
&Photography 0: 614-551-6469

C:614-352-0077
denny@boltoninsuranceagency.com

Guaranteed on-time

Leslie Fox Abbi Wagner Carol Rich Jennifer McIntyre CI 05 i n g or yo g
Photography Photography Writer Writer b uye rs gEt $5 0 0 0

The Chase Closing Guarantee' will give your
buyers the confidence they need to plan their
maove. We promise an on-time closing for
eligible products in as soon as three weeks,
or they get $5,000, if they qualify.

Visit chase.com/cg for more details.

I'm here for your buyers:

Heather Lofy Joseph Cottle Jeff Madison
Writer Writer Columnist

Toni Hudson, 5enior Home Lending Advisor
toni.e.hudson@chase.com
homeloan.chase.com/toni.e.hudson

MMLS ID: 365678

CHASE © %El

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company
d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the E]

statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the
assistance of artificial intelligence (Al) tools by authors or contributors and may not be independently verified by N2.

8 - July 2026 Columbus Real Producers - 9



STYER

HOSPITALITY CO.

Three conversations
lop agents bring to
Styer Hospitality Co.

Furnished housing solutions for the clients who
don't fit the standard playbook.

01 “My clients need a furnished place now.
Can you help?”

Delayed closings. Early move-outs. Renovations that ran long. Styer Hospitality Co.
helps agents solve urgent housing needs with professionally managed furnished
stays, typically for a month or more, with shorter stays available when needed.

YOUR ALL-IN SERVICE FOR

MOVING & JUNK REMOVAL

Whether you or your clients are moving into a new home or office, it can be one of life's most stresstul events. Let
TWO MEN AND A TRUCK: & TWO MEN AND A JUNK TRUCK:'s professionally trained and unitformed teams

help. With top-of-the-line equipment and o wide range of services to match, we pride ourselves on being o trusted ‘my L‘lz.ent Wdﬂfj‘ tﬂ' mave} but they are
source in the world of moving and junk removal. Contact us today and find out why so many people trust us with O 7 »
e not ready to let go of the house.

everything from large development projects to moving or removing a few items.
When selling is not the only answer, bring another path to the table. Styer Hospitality Co.
helps agents explore mid-term rental opportunities and furnished rental strategies that

WHEN THINGS GET COMPLICATED.

can create flexibility, preserve the asset, and support a smarter next move.

r Two MEN WHEN SELLING IS NOT THE OMLY ANSWER.
AND A TRUCK.

] ?“ TWO MEN AND A

~ JUNK TRUCK.

7" ;1 { . . . .
» FULL & PARTIAL CLEANOUT SERVICES * HOME & BUSINESS 03 y Iﬂve.FtO?"'zS .ﬁ'z.sz ﬂg hd rffier qﬂeﬁtzom
«  FURNITURE & APPLIANCE REMOVAL « LOCAL & LONG DISTANCE than what will it rent ﬁ;r?
» TRASH REMOVAL * PACKING & UNPACKING SERVICES _ » , , ! T B
", COMMERCIAL FUNK VEMOVAL 5 SIORNGE Vo). e Tkt il bl AR OUITR il S ey oo b it
* DISASTER CLEANUP SERVICES ¢ BOXES & PACKING SUPPLIES sharper insight to the conversation and a stronger alternative to long-term renting.
* DUMPSTER RENTALS = |NSURED & PROFESSIONALLY TRAINED MOVERS
« LOADING & UNLOADING ONLY SERVICES WHEN INVESTORS WANT A SHARPER STRATEGY.
_,  When your clients need a different ADD SHC TO YOUR TOOLKIT
kind of solution, bring SIC to the table. - 9 9———
i i i incdeumnelenthy crvemed cimed cxpmeates). | TWED MEN AN & THUCK, U5, DO Mo, 1146394 | TWE MEN AND A JUNE TRUCE: 15, DOT Mo 4099875 - StyerHospitalityCo.com | 614-505-2840




PUBLISHER’S NOTE

uly 4th has always been a

favorite holiday for our family.

Not only does the day hold
momentous weight for our country,
but my daughter Zoe has always loved
and been mesmerized by fireworks. I
remember one year as a small baby,
she actually slept through them, to our
amazement! The annual celebration
of our nationhood and the freedom it
represents provides an opportunity to
pause, reflect, and offer gratitude for the
gift of living in this great nation. There
is a scene in the movie The Sandlot that
captures this feeling so well: the boys
are going to play an evening game on
the field while the neighborhood is

12 - July 2026

having a picnic to celebrate the holiday.
“America the Beautiful” by Ray Charles
is playing in the background, and in
slow motion, you see the boys stop in
the middle of their game to watch the
fireworks. I get goosebumps every time I
watch that scene!

As Iponder the word “freedom,” I find
parallels that connect the meaning of
this word to being a REALTOR® and the
freedom that owning your own business
can bring. The Britannica Dictionary
defines freedom as the following: “the
state of being free: such as the power to
do what you want to do or the ability to
move or act freely.”

In speaking to many of you over the
years, one of the key driving factors in
taking the leap of faith in this industry is
the “freedom” to make your own rules,
to be there for your children’s games,
to dictate your income potential, to
create your own business and brand,
and to truly own your time and create
your own business. As the saying

goes, “freedom isn’t free,” and it does
come at a cost; however, there is such
a power and pull associated with the
feeling behind the ability to FEEL free
that we are willing to risk it all to have
it. Ironically, to get to that feeling of
freedom, circumstances can oftentimes
cause us to feel the exact opposite!

Starting and consistently keeping a
full-time business can cost us our time,
energy, peace, etc...but ultimately,
keeping the faith and believing in

the process, knowing that a sense of
freedom is on the other side, can make
all of these things worth it! To be a
REALTOR® is to be an entrepreneur,
with the ultimate goal to be free to live
your life on your terms.

“We’ve been blessed with the
opportunity to stand for something —
for liberty and freedom and fairness.
And these are things worth fighting for,
worth devoting our lives to.”

— Ronald Reagan.

Your friend,

Katie Mastroianni
Owner & Publisher
katie.mastroianni@realproducersmag.com

% N2 COMPANY.

TIMETOMARE & = 0 ¢
YOUR CLIENTS DREAM. 16~
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PR | e
"'"-tl}

i | ]
r. :
l-ul- H s

ur“ﬂm# INg, wr. can vide j,'r:mr

gRURAL I

Closer to What-Matters
Home = Construction = Lot & Land Loans

Scan the QR
code to learn more,

X7
aa@oeX

The N2 Company was named to Inc.’s
Best in Business list for Social Good —
the authoritative list of companies that
make a meaningful impact beyond profit.

Here's the part we're most proud of:
The magazine you're reading is part
of that impact.

Read how THIS magazine is part of something bigger.

Columbus Real Producers - 13



Peace of Mind,

One Inspection At A Time.

ROOF

SRS EMERGENCIES?
A ?? We’re On It—Anytime,

GIUJAR .ﬂ".“W\;EFI

¥ 50+ combined years of experience.
¥ Residential & Commercial Inspections

¥ Flexible Schedule/ Evening & Weekend
Appointments

¥ State Licensed Inspectors

¥ 90 Day Warranty

¥ Free Repair Estimates

v Same Day Inspection Reports
v Free Personalized Closing Gifts

v Free Infrared Scans

¥ Radon, Termite, Well, Septic, Sewer Camera,
Mold Testing, Asbestos
Testing, Foundation & Roof
Certifications and More.

v Free home binder for every client
¥ Over 4500 Google Reviews
v We do it all one stop shop

Coming soon free five point inspection
with a market analysis

24/7 EMERGENCY COMPLETE ROOF SKYLIGHTS GUTTER & | ™
ROOF REPAIR REPLACEMENTS TO BRIGHTEN DOWNSPOUT ' s Tl One Stop Shop For All Your
YOUR HOME SOLUTIONS e . .

Inspection Needs!

INTERNACHI! CERTIFIED

V@ Free estimate within a day — =
ME & 50-year CertainTeed warranty ] I-IN KHORN
NEAR @ Free Inspections ===

R D 0 F I N G &/ Repair First Replace Second Business . ..:_'-~ , : ) . INSPECTION GROUP

) DON'T WAIT—SECURE YOUR RUOF’ Schedule Your Inspection Online!
AND YOUR PEACE OF MIND TODAY! www.Linkhorninspections.com

(614)482-1529 - Text or call NearMeRoofingOhio.com 614.260.1776




FEATURED AFFILIATE

F “We help coach agents on growing
their business. We want to help them
t close more deals and make their deals
more competitive.”
Fast closings. Weekend availability.
¥ Every loan type.
Rapid Mortgage averages 15 days to close

— roughly half the industry average — and

i operates close to 24/7. “If a client needs an updated
F pre-approval on a Saturday, we always have someone
; available,” Mark says. Because Rapid Mortgage is not

a bank, it doesn’t run on banking hours.

Most mortgage companies focus on
borrowers. Rapid Mortgage Company
was built to focus on you — the real
estate agent. That’s the operating

tan:: - philosophy Mark Jaynes, founder
and owner, has built his business

around for nearly three decades.

Mark came to the industry through a summer
telemarketing job while studying engineering at
Ohio State, discovered a talent for lending, and never
looked back. Three decades later, the orientation
hasn’t changed: the real estate agent is the most
important person in the transaction.

e

o

“We built this company specifically to work with the
real estate industry,” Mark says. “At least 80% of our
loans come through REALTOR® partnerships. Our
company wouldn’t be where it is today without them,
and we never forget that.”

|
E'.{".'-"—ﬁ-rl-_-,_, -

’
-

A lender that treats your business like its own
“We are big believers in being true partners with
agents,” Mark explains. “We help coach them on
growing their business, and we do events where they
can invite their past clients. We want to help them close
more deals and make their deals more competitive.”

When agents refer a buyer who isn’t quite ready;,
Rapid Mortgage stays engaged — nurturing that
1L prospect for months or even years. “If we talk to a
I '\ client, we are fine if they close two years from now,”
VA Mark says. “We stick with them all the way through.”
For agents, that means no lost leads and a steadily
growing referral pipeline.

IMAGES BY ORANGE VISUALS




18 - July 2026

66

At least 80% of our
loans come through
REALTOR?® partnerships.

Mark with his wife, Krista, and
their kids, Sam and Sophia.

The company handles Conventional, FHA,
VA, USDA, Jumbo, and Non-QM/specialty
lending across six physical offices and 17
states — a true one-stop shop. That breadth is
especially valuable for agents whose buyers
have been turned down elsewhere. Mark’s
team specializes in finding a path forward
and coaching clients into a stronger

financial position.

Do hard things. Push further than you
think you can.

Away from the office, Mark lives the same
philosophy he preaches. Last August he
attempted Everesting 29029 — climbing 29,029
vertical feet (the elevation of Mount Everest)
within 36 hours, finishing 10 ascents and 22,841
vertical feet despite a pulled Achilles tendon.
The challenge came from his good friend and
REALTOR® partner, Eric Cliffel.

“At the time I signed up, I had no business doing
this event,” Mark admits. “It was way outside
my fitness abilities. But I believe in doing hard
things. I hired a private endurance coach and
got into the best shape I've been in in 30 years.”
He’s returning to take on Everesting again this
year, this time with a healthy Achilles.

In January, Mark hiked Chile’s Atacama Desert
— the Valley of the Moon, a hidden canyon
oasis with waterfalls and hot springs, and a
volcano summit at 18,500 feet, the highest he’s
ever climbed. The mountains, like the mortgage
business, keep raising the bar.

“Put a goal that you don’t think you can
attain, then get the right coaching and
guidance to get there.”

Family, the next chapter

Mark and his wife, Krista, are celebrating

20 years of marriage as they enter a new
season. Their son, Sam, is a junior at Bowling
Green State University, pursuing a career as a
history teacher, and their daughter, Sophia, is
enrolling at the University of Dayton to study
Occupational Therapy. Empty nesting is on
the horizon.

Summers still center on the family’s lake house
at Indian Lake — kayaking, paddleboarding
and boating. And Mark’s smoker is never far
away, turning out pulled pork and brisket for
anyone lucky enough to be invited.




OMG WE DO IT ALL!
Relocation. Liquidation. Downsizing.

WHAT A NIGHT!
- Prepare for Sale. Move.

7 j,_%f’ @ Call Suzy Today 614-560-5448

=i Ay A Astaff@suzyshelpinghands.com
| L SUZy'S e
/(\) Ohio Helping Hands

AuctionOhio.com SuzysHelpingHands.com

Where gratitude is our game!

Thanks to all who came out and

== supported our VIP Client Celebration!
O MG OASIS MORTGAGE GROUP | NMLS 2646987
team@omg-loans.com | (614) 594-828I

- e VA ~
OASIS MORTGAGE GROUP 6800 Lauffer Road, Suite B | Columbus, OH 430231 YO U R D OW N S I Z I N G T E ! M
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hose years shaped

the foundation

of how Lindsey

approaches life

and business today.
Relationship-building,
genuine care for others and
a desire to serve have always
come naturally to her. But
eventually, she began feeling
called toward something
new. Real estate had long
been in the background
of her life through family
influences, yet stepping into
the industry still required
what she describes as a true
“leap of faith.”

With support from her
husband, Bobby, Lindsey got
licensed in December 2023
and jumped in headfirst in
2024. The early months were
a whirlwind of networking,
learning and beginning to
work with her first clients.
That spring, Lindsey joined
Brianne Bahl’s team at Red 1
Realty, and her mentorship
was invaluable.

“She has walked me through
everything,” Lindsey says
of Brianne. “It has been

so encouraging to have a
mentor to look up to who is
not only a great REALTOR®
and leader for our team, but
is also a genuinely caring
person. And with recently
having our son, Jack, it’s

so great to look up to her

as a mom of five kids who
really values time with

her family. My husband is

a financial advisor, so he
also understands being in a
service-based industry and
is very supportive when the
real estate schedule is a bit
hectic or clients need things
at non-traditional hours.”

Lindsey discovered that
real estate allowed her to

do what she loves most:
walk closely with people
during some of the biggest
transitions of their lives.
Whether guiding first-time
buyers, helping growing
families find more space or
supporting empty nesters
beginning a new chapter,
she approaches each
client relationship with
intentionality and care.

Her business has grown
organically through those
relationships. Clients are
drawn not only to her
professionalism and strong
communication, but to

the way she genuinely
invests in them as people.
Lindsey believes trust is
the foundation of every
successful real estate
experience, and she
prioritizes creating an
environment where clients
feel supported, heard

and advocated for from
beginning to end.

Lindsey loves that
relationship building
continues to be front and
center of her mission.

“You can’t show up well
for your clients if you don’t
have a relationship with
them,” Lindsey says.

“That’s how I've built my
business so far. I feel the
most excited about my
business being my sphere.

I have seen so much value
from building relationships
with people, whether it be
clients or other people in
the industry — my team,
lending partners, inspectors
or other agents in the
business. I have a passion
for building relationships
and I believe that is where
real impact comes from.”

Columbus Real Producers - 23



THE IDEA
OF MY JOB
BEING A
FORM OF
MINISTRY...

\ 4

Lindsey with
her husband,
Bobby, and
their son, Jack.

Real estate, Lindsey has
learned, rarely goes exactly as
planned. She notes that one
of the biggest challenges has
been recognizing that every
client’s circumstances and
every deal looks different,
coming with its own set of
unique joys and challenges.

“I see my role as the person
who can guide my clients
through the inevitable ups
and downs of the buying
and selling process,”
Lindsey says. “One of my
favorite parts of the job

is the negotiation side of
things. To advocate and
fight for my clients to get

the best possible outcome is
exciting for me.”

She thrives in moments

that require calm guidance,
strategic thinking and strong
representation. And her faith
shapes how Lindsey handles
those situations.

“At the end of the day, my
faith guides the work I get

to be a part of,” she

says. “The idea of my

job being a form of
ministry... It’s serving
people, building trust
and showing up for them
with integrity. That’s
what motivates me. I
believe that my job is a
calling from the Lord
and I want to honor Him
in all that I am doing.”

Columbus Real Producers - 25



AMANDA WILLIAMS

Owrar of Misslon Design Co.

Your
Summer
Selling
Advantage ..

C‘wa;?; 7’17[6’/;“6/. -

A LENDING PARTNER THAT HELPS YOU WRITE

The Secret Weapon for
Faster Sales in Columbus?
A Design Consultation.

In the current Columbus housing market, differentiation is crucial. Buyers are quickly scrolling through listings,
forming opinions in mere seconds, and making emotional choices based on the ambiance of a home—not solely
its price per square foot. | strongly believe that one of the most strategic decisions a real estate agent can make
is to collaborate with an interior designer for a pre-listing consultation. Here's why.

Working with a design expert can significantly improve ! el
the experience for both you and your clients in the é

following ways: T R

1. We See What Buyers Will See —_— STRONGER OFFERS, SOLVE PROBLEMS QUICKLY,
As interior designers, we're trained to spot what's ::a AND CLOSE WITH CONFIDENCE.

helping a space shine — and what's distracting from the =

home's potantial, Maybe it's a too-bold paint color, an
oversized sectional that makes the room feel cramped,
or a dated chandelier that's dragging down an

From innovative loan programs and fast, reliable closings to hands-on communication
and problem-solving, we work as an extension of your business—so you can focus on

otherwise bright space. These are small, often ' -
affordable changes that can make a big impact when _  # g’ - winning listings and writing offers that rise to the top.
the listing hits the market. 3. Your Listing Photos Will Pop

z.‘r!:.\u Don't Have to B&thﬂﬂm_d Guy ) In-a digital-first real estate world, photos are your
Telling sellers, they need to paint over their deep purple  firat showing. A designer can help prep the home, so
accent wall or remove the entire gallery of family jt photographs beautifully — think better furniture

More strategy.

vacation photos? That's awhkward — and risky to your
relationship. That's where we come in. Designers can
take on those tough comwversations — with
professionalism and kindness. We're the neutral
expert, not the person they're signing a contract with,
s0 we can help make necessary changes without the
emotional tension.

placerment, improved lighting, and thoughtful styling
that makes every room fee!l bright, clean, and
welcoming. It's not just about taste — it's strategy.

4. You Look Like the Pro You Are

Bringing a designer in shows your clients you're not
cutting corners. You're offering them the full
package: marketing, strategy, and presentation. It
elevates your brand and helps build trust — not just
with this client, but with the referrals they send your
way later.

5. Homes Sell Faster (and for More)

At the end of the day, it's about results. Listings that
are well-prepared and thoughtfully presented tend
to sell quicker and closer to asking price. A pre-listing
consultation is a small investment that can yield a
big return - for both your client and your reputation.

COLUMBUS OFFICE

Less stress.
Better closings.

470 Olde Worthington Road, Suite 200
Westerville, Ohio 43082

“evergreen

HOME LOANS

¥ e Sy e M page Camrguny™ Wil 5 1 3387

. Alex Bates

el ‘ “ " Lisa Ferguson ~ " Cynthia Eaton-Carr
www. miszion.design gl z . . o /) Loan Officer | NMLS 2500388 /) Loan Officer | NMLS 2147776 ) Are Sales Manager | NMLS 4346034
g M B Conclusion: A design consultation can be your listing’s new superpower. = e o - ¢ c14 638 £090 e ety
@ @missiondesigneo If you're a Columbus agent looking to level up your listings and impress your
= info@mission. design sellers from day one, consider adding a designer to your team - even if it's just for
R, 614.706.6076 a one-time consultation. We're here to make you look good, make your listings

shine, and help homas sell faster.

M HISﬁIQ%‘ Want to team up? Reach out - I'd love to walk your next listing.




REAL BRAND BOOST

VS.
LISTING MARKETING:

What's the Difference
and Why It Matters

BY TIMOTHY ZARITSKYY, BUSINESS STRATEGIST AT ORANGE VISUALS

Most real estate agents treat every video
and photo shoot the same way: get the
content, post the listing, move on. But
there’s a distinction that separates agents
who build lasting businesses from those
who are always starting over — and

it comes down to understanding the
difference between listing marketing and agent branding.

28 - July 2026

What Is Listing Marketing?

Listing marketing is exactly what it sounds like. It’s

the content created to sell a specific property — the
walkthrough video, the photos, the virtual tour. The
goal is to get buyers interested in that address. Once the
house sells, the content has done its job.

Listing marketing is necessary. But it’s temporary
by nature.

What Is Agent Branding?
Agent branding is about making you the thing people
remember — not the address.

It’s the video where you walk buyers through what

to expect in a competitive market. It’s the behind-the-
scenes content showing how you prep a listing. It’s
showing up on camera consistently enough that people
in your market start to recognize your face before they
ever need an agent.

Agent branding builds equity. Every piece of content you
create adds to a body of work that keeps working for
you long after you’ve posted it. While listing marketing
expires the moment a property closes, agent branding
compounds over time.

Why Most Agents Only Do One

The pressure to sell the current listing is immediate and
obvious. Branding feels abstract — harder to measure,
easier to skip. So most agents pour all of their content
budget into listing videos and let their personal brand
stay invisible.

The problem: when a buyer or seller is choosing
between three agents with similar track records, the one
they’ve seen on video — the one who feels familiar —
wins almost every time.

Trust is built through visibility, and visibility requires
showing up consistently as a person, not just as a service.

Why You Actually Need Both

Listing marketing and agent branding aren’t competing
priorities — they work together. A well-produced listing
video can double as a showcase of your standards. An
agent-on-camera walkthrough serves the listing and
puts your face in front of potential future clients. The
strongest content strategies blend both: the property gets
marketed, and the agent gets remembered.

At Orange Visuals, this is how we think about every
shoot. The listing gets seen. The agent gets known. Those
are two different outcomes, and both matter.

If your current content strategy is only doing one of
those things, you're leaving half the value on the table.

&3  NEW HOME SALES

. CONSULTANT

740-341-7209

The PetPromise Pet Connection

Sanctuary and Adoption Center

Make a dream a reality for homeless pets

PetPromise, a nonprofit animal welfare organization,

is celebrating its 25th year and is ready to go brick and mortar.
The first-of-its-kind destination space in the heart of the city
will be a place to connect with adoptable cats and dogs. Come
lounge and mingle in a homelike setting, attend an event, and
get to know the PetPromise pets. Seeking
donors for the capital campaign and exclusive
naming rights now.

Scan the QR code for information.

Artist’s rendering of building facade

.
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Trusted Partners in
Home Preparation

Reduce the stress of juggling multiple vendors.

%o & @ @ @

M6 clear O Paintin® Sfau flo ot a”dscap\(\g Ve oy tc\e

How We’re Different.

<

Learn

ore

Pay-at-close options available
Reduce stress for your clients
Quickly get homes market-ready
Design & color suggestions

‘ THE MARKET SHIFTS WEEKLY. YOUR KNOWLEDGE SHOULD T00.

i
i~

GET NICK & KREG'S WEEKLY BREAKDOWN OF RATE TRENDS, MARKET MOVEMENT, AND WHAT IT ACTUALLY MEANS
FOR YOUR BUYERS AND SELLERS - SO YOU CAN SPEAK WITH CLARITY AND CONFIDENCE IN EVERY CONVERSATION.

STAY INFORMED. STAY RELEVANT. SUBSCRIBE FREE. Dfe=]
- SCAN TO JOIN & ;—_‘é};;:::‘_
¢ 614-532-4663 ; S L
K sTENHAUER RREG KING + =Ty
G021 5418478 -

[574] 519.2002
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MAKING A DIFFERENCE
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about getting to dip her toes
into the business without
having to go all-in right away.

She was doing more than
scouting buildings by the time
she left Chicago. She’d also
done improv at Second City,
performing weeknights with
another woman in a two-

KELLER WILLIAMS CAPITAL PARTNERS  personshow called Book Club.
They sold out. They were in

the “Chicago Tribune.” They
PROJECT REFRESH  .cwiumicrnnn

March of 2020.
arole Greenzalis sourcing department. Think: Then the world shut down.
C spent her 20s running whether to save money on
= analytics in Chicago tissue boxes or invest that Carole and her husband
e and selling out improv shows budget in surgical robots. It John — he’s from Columbus,
at Second City. When COVID sounds unglamorous, but it she’s from north of Dayton —
shut everything down, she sharpened her into someone had already lived in the city
came home to Columbus and who thinks rigorously about for nearly a decade. It was
BN built the real estate career numbers, costs and trade-offs.  time. She transferred her
ki AR / she’d always wanted — on And it eventually pulled her license from Illinois to Ohio,
i ]'ff ,.'""“ll | her own terms. toward the work she’d been went from commercial to
HHe T circling all along. residential, and dove in.
, j.l llllll U‘k |'| 1|| She’d always wanted to be
I":II'I” || “l ‘ AL in real estate. She just took a The hospital needed someone Her first move was finding
I | I|||| i | |1 J roundabout way to get there. to scout locations for new Kathy Chiero. Kathy had been
|| . i ‘ . | oncology centers — drive licensed for almost 30 years
,, | } ” |||||I .;|-|I (i Right out of college, going around Chicago and the and essentially took Carole
= 100% commission with suburbs, find three or four along for everything — listing
student loans hanging over buildings, build a comparative ~ appointments, client meetings,
her felt like too much. So she report for the C-suite. To do the whole education.
moved to Chicago and went it, she needed a real estate
corporate instead — landing license. She got one. “I always joke that I paid
at Northwestern Medicine, for an MBA in real estate,”
where her job was to run data “'m so grateful it all Carole says. By year three,

and analytics for the hospital’s happened that way,” she says she was performing like year

BY JOSEPH COTTLE
IMAGES BY LESLIE FOX
PHOTOGRAPHY |

|
|
|
]

| Before and after photos of the latest Project Refresh project — an updated bedroom for Cameron
| and Katie, a Columbus couple Carole connected with through social media.
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ten. While she loved being on
Kathy’s team, she wanted to
go out on her own.

Six years in, she does
things her way. She caps
the number of clients she
takes at any given time.
She’s not interested in
being the number one
agent in Columbus — that
person, she figures, is
giving something else up.
Her target is around 30
transactions a year. That’s
the sweet spot. She just
hired her first transaction
coordinator, which was
hard for a self-described
control freak.

She’s not a tour guide of
houses. She educates — on
how the house was built, on

o
| ’J

(1

Forsfined
i

really do
transform
people’s
everyday life.

When they walk
in, you see their
face lift and their
heart lift.”

s

pricing, on comps, on what to
look for. Learning is the part
she can’t turn off. Her mom
went back for her master’s
degree at 60 and the apple
didn’t fall far.

Project Refresh is what

she leads when she’s not
selling. It started over lunch
at a Greek restaurant in
Delaware, Ohio, in fall 2023.
Carole had an idea — find
someone deserving, pull
together a team of local
vendors, and make over a
space in their home. She
brought it to Sarah Bean,
the interior designer behind
Altogether Lovely Home,
whom she’d worked with
on staging.

“She says, ‘Am I crazy or
what?”” Sarah recalls. “Of
course, I loved the idea.”

Their first project launched
in spring 2024. The most
recent wrapped in early
March: a bedroom refresh

for Cameron and Katie, a
Columbus couple Carole
connected with through
social media. Cameron is
alocal TV entertainment
host, and Katie had been
dealing with throat cancer for
over a year. She had spent,

in Sarah’s words, “many
lonely, dark days in that
bedroom.” Carole handled the
fundraising — coordinating
vendors who donated time
and materials. Sarah and her
team handled the design:
frame molding on the walls,
layered bedding, custom
storage built around the
clothes and hats and shoes
Cameron and Katie love. They
kept the couple’s story at the
center of every decision.

“Transformed spaces really do
transform people’s everyday
life,” Sarah says. “When they
walk in, you see their face lift
and their heart lift.”

Carole gave Sarah’s team
complete freedom. “She put
her trust in us,” Sarah says,
“and that means a lot.”

For Carole, the next ten
years look like building a
team, being present for her
kids, expanding Project
Refresh, and something
she’s started calling a “life
interview” project — sitting
down with the aunts and
uncles and best friends and
grandmothers who still have
stories she hasn’t heard.

And that’s probably what
Carole does best — she hears
stories, and she either takes
those stories and helps find
a house to fit, or she helps
people who really need it,
like a breath of fresh air.

Carole with her business partner
on Project Refresh projects, Sarah
Bean of Altogether Lovely Home.
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AGENT ON FIRE -

THE BROKERAGE HOUSE

BY HEATHER LOFY e IMAGES BY KRISTEN NESTER PHOTOGRAPHY

Many people think buying or selling a home is very complicated.
Drew Baisil is here to show you that's not the case.

“I am a very simple person, and I try to bring the

simplicity to everyone else,” Drew says. “It’s the

largest purchase of someone’s lifetime, but it doesn’t

have to be complicated. I like helping them see it is

not complicated. It’s cool to see clients at the closing -
table and they say, ‘Wait, that’s it?’ I enjoy being able

to make things easy and simple for people.” o

Drew, a licensed real estate agent since 2016, is
originally from Chillicothe but came to Columbus in
2010 to be a four-year starting kicker for The Ohio
State University football team. During his freshman
year, he met his now-wife, Melissa, who was playing
softball at Ohio State.

After college graduation, Drew pursued a career
in professional football. He attended NFL tryouts
and later traveled to Canada to take part in a CFL
training camp. Those opportunities didn’t work
out, and at the same time, he and Melissa were
getting married and settling into adult life. They
had recently purchased a condo, and he found the
buying process interesting and rewarding. That’s
when he decided to pursue real estate.

“I started on my own, and I had a mentor that I learned
from,” Drew says. “I was in charge of doing my own
deals, and he allowed me to follow him and tag along.

I knew for the first year I was going to be learning the
actual systems. Any agent you talk to who says they
learned something in the mandatory classes is lying.
Getting that hands-on experience was really good.”

Drew’s background in athletics continues to influence
his work; he notes that competing in sports prepared
him to go with the flow. He also likes to live by the
golden rule, “treat others how you want to be treated.”

“When someone doesn’t treat you great, you stay
away from them or don’t treat them well back,” Drew
explains. “Whenever I have treated other people how
I have wanted to be treated, it’s really paid off.”

When asked about his biggest accomplishments, i

Drew points to the number of first-time homebuyers Drew with his family, including his wife, Melissa, and their
he has helped. For him, success means putting 3-year-old son, Axx, and 5-year-old daughter, Rennie.
families into situations that make sense for their I I G

long-term needs, not just closing deals.
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66

| treat others

HOW | WANT
TO BE TREATED.
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Drew pursued a career in professional football before real estate.

“Earlier this year, I had a family whose daughter

is starting kindergarten, and they were renting,”
he shares. “They wanted to find a different school
district, and we were able to find them a house.
They are extremely thankful. Seeing the smiles and
pictures people send... that is great.”

The family and life he and Melissa have created is
also an accomplishment for Drew. Melissa owns Basil
Insurance Group, which she started in 2018. The
couple has two children: their daughter, Rennie, who
is 5 and starting kindergarten, and their son, Axx,
who is 3 and beginning preschool.

“Ilove dropping my kids off to school in the morning
and picking them up in the afternoon,” Drew says. “I
love spending the evenings with them whenever we

get to. That’s what brings the most joy to me. I always

66

| am a very
SIMPLE PERSON,
and | try to bring
the SIMPLICITY to

everyone else.

’

thought I'd have a family, but I didn’t know they
would be this awesome.”

As for what’s on the horizon? It’s simple, just like
Drew’s aim to keep things simple for clients.

“Someone called me and asked what my goals were |
for the next year,” Drew says. “My answer for them |
was, I don’t know. I don’t have goals, I just want

to help as many people as I can. I treat others how
I'want to be treated.” Their mind was blown. But
what’s so hard about that?” %




6 SafePro

HOME WARRANTY

CertaPro Painters-

WE DO PAINTING. YOU DO LIFE
o N rm J L: HI = 1] s .

Our Advantage:

« Fast Tumaround Scheduling for Listings with Preferred Pricing

At SafePro, we’re committed to providing
top notch service for our Homeowners and
Realtor Partners.

* Priarity scheduling to get hames market-ready quickly before photos or
showings.

& Locally owned and Operated

* Virtual Estimates from Listing Photos or Inspection Reports: Quick, accurate
pricing without needing to walk the property first.

* Payment Options that Help Deals Close — Pay at closing through escrow —
0% financing options available— Flexible payment sclutions for sellers

& Fast and Reliable Service

* Pre-Listing "Refresh Packages:” Strategic, budget-conscicus updates
(walls, trim, doors) designed to maximize sale price and ROL

* RRP Lead-Certified (EPA Compliant for Homes Built Before 1978)

& Industry Low Trade Call Fee

& Realtor Portal For Orders

Local Service, Trusted Protection.

Dianna Silver

Director Of Sales
614-701-8575
dianna@safeprohw.com

KEVIN RUTTER, Owner
614-929-8986
Krutter@certapro.com

Professional Services Offered: Interior & Exterior Painting = Cabinet Painting & Refinishing « Carpentry & Light Repairs (wood
replacement, drywall, trim) = Epoxy Garage & Basement Floors « Deck & Fence Staining/Painting = Complimentary Color Consultation




Found the perfect lot, but
not ready to build?

Turn to Civista bank for Your
Residential Lot Loan

property now and build later.

building your dream home a reality.

N CIVISTA

BANK

Focused on You

Learn More

614.210.2427
NMLS# 712877 -
6400 PERIMETER DR, DUBLIN, OH 43016

Clvlsta. NnK Loan subject to approval.
Member FDIC@

NMLS #412766 UREe
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A Civista Lot Loan can give you the flexibility to purchase

Then when you're ready, Civista’s Construction Loan
Program offers the features you need to help make

Legally
Speaking

BY JEFFREY J. MADISON, ESQ., THE SUMMIT LAW
GROUP LLC | MADISON@TSLGOHIO.COM

Pascoe v. Detke, 2026-Ohio-1971, 8th Dist.,
Cuyahoga Cty. May 28, 2026).

The purchasers contracted to buy a
108-year-old home in Lakewood, Ohio. The buyers were not
represented by a real estate agent and agreed to purchase the
property in its “AS IS” present physical condition. The purchase
agreement also provided an inspection contingency, allowing
the buyers to conduct a home inspection before closing.

Prior to closing, the seller disclosed ongoing repairs to third-
floor heating units, prior roof damage caused by a neighboring
tree, and a leak that arose after the initial disclosure form

was completed. The buyers retained a home inspector, whose
report found the visible plumbing and heating systems to be
satisfactory, although it noted the age of the home’s plumbing
and advised monitoring certain older components. The roof
was reported to be near the end of its useful life.

Approximately 14 months after taking possession, the buyers
experienced a plumbing leak and later discovered additional
issues involving the home’s stack pipe and heating system.
They subsequently filed suit against the seller, listing agent
and brokerage, asserting claims for fraudulent inducement,
fraudulent misrepresentation, negligent misrepresentation
and breach of contract. The buyers argued that prior repairs
and property conditions should have been disclosed and that
certain defects had been concealed.

The trial court granted summary judgment in favor of the
seller and real estate professionals, and the appellate court
affirmed. Applying Layman v. Binns, the court reiterated that
a purchaser cannot recover for property defects when: (1)
the condition was open to observation or discoverable upon
reasonable inspection, (2) the purchaser had an unrestricted
opportunity to inspect the property, and (3) there is no
evidence of fraud.

The court emphasized that an “as is” clause shifts the risk of
undiscovered defects to the buyer and bars claims based on
passive nondisclosure. While such clauses do not protect sellers
from affirmative fraud or concealment, the buyers failed to
produce evidence that the seller knew of the alleged defects

or intentionally misrepresented the property’s condition. As a
result, the court upheld judgment in favor of the seller, listing
agent and brokerage.

*Internal citations omitted due to size limitations

BASEMENT SOLUTVIONS

GQUALITY SOLUTIONS AT AN AFFORDABLE PRICE

s e ik

5 WATER IN YOUR BASEMENT‘?

SAMPLE OF OUR SERVICES
« DRAINAGE SOLUTIONS

*« CRAWL SPACE
s WATERPROOFING

Locally Owned & Operated
614-956-4592
Call for a FREE Quote!

www.buckeyebasementsolutions.com

WHEN THE MARKEL’S
/ 49" CLOSE WITH THE

COOLEST

w TITLE TEAM!

Justin Phillips
D.R. Horton
(614) 732-1283
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Welcome

Home

NFM Lending

Ready. Set. Mortgage.

LAND OF THE FREE.
HOME OF THE CLOSED.

Scan for
Peace of

@Hnme Warranty

FAMILY OWNED AND OPERATED

Welcome Home Consultation

Schedule With Us

The Welcome Home Program provides an
in-depth phone consultation designed to
give homebuyers clarity and confidence.
Whether you're considering an offer, under
contract, or already have coverage, our
team will walk you through system ages,
realistic replacement costs, maintenance
tips, and how home warranties work.

ady. Set. Mortyage.

HOME

Buying a home can feel overwhelming - we

replace fear with information so you can WARRANTY
move forward with knowledge and
. @ 614-626-3984
confidence.
« CONVENTIONAL, FHA, VA, USDA & JUMBO LOAN PRODUCTS
hsphomewarranty.com STELLAR REVIEWS: GOOGLE, ZILLOW « FAST, FREE PRE-QUALIFICATIONS
g O: 614-B40- EUISIC E'Ifo 657-1167
= d.-n-.--r. _r".: "|‘l|[1- AManoC o) 1"nf wekir u:]"' m
M - ﬁﬂ.-ﬂ@ﬂ
Thank you for supporting our e

family-owned company!



ith her expertise in the local
luxury housing market and
deep knowledge of real
estate investments, Cece Miller,

NextHome Experience, offers
clients rare insight into the homes
they’re buying or selling.

But when it comes to the
exclusive riverside homes

she specializes in, Cece goes

a step further. To give people

a one-of-a-kind perspective,
Cece takes them down the
Scioto River on her boat so they
can get a taste of life on the
waterfront — and see homes
from a fresh angle.

“Ilove to take clients out on the
boat, it’s so much fun,” said Cece.
“Seeing properties from the street
is nothing like looking at them
from the river. They see things
they can’t from the driveway.
They get the full effect.”

Ensuring her clients have all the
information they need to make
a sound decision — while also
providing them with a stellar
experience — epitomizes the
way Cece runs her business.

Cece knows riverfront life
inside and out — she has spent
much of her life enjoying the

lifestyle it offers. So it makes
perfect sense when Cece says
that in her real estate career,
the waterfront niche found her
as much as she found it.

“Growing up on the Scioto
River gave me a genuine
insider’s understanding of the
waterfront lifestyle that I don’t

S

BY CAROL RICH '
IMAGES BY WES AT BOARD & \
BATTEN REAL ESTATE MEDIA 1

Scioto River and the unique

think I could have learned any
other way,” Cece observed.
“That connection and love
for the water has been the
foundation of everything.”

She understands why people
want to live on the Scioto

— and is uniquely qualified

to help them achieve their
dream. “You’re buying the
lifestyle. Some people utilize
the river, they’re active and
they have a boat. Other people
just love the views.”

Cece’s extensive knowledge of
riverfront properties has set
her apart. “Over time, I became
the go-to agent for many of the
Scioto River corridor’s most
distinctive properties,” Cece
said. She knows the specifics
about a surprising number of
the Scioto area’s properties —
including a home’s most recent
renovations to whether it has a
dock. And she is often the first
to know when a home is going
to come on the market.




Making riverfront homes her

own niche was a smart business
decision for Cece. She is a top-tier
producer and in the top 1% of real
estate agents in our area.

But while properties on the Scioto
are her speciality, Cece’s broader
focus is luxury homes. She has

an in-depth understanding of
how to market luxury homes and
she excels at understanding the
needs of clients in that category.
Cece works with buyers and
sellers in Upper Arlington, Dublin,
Grandview, Hilliard, Powell,
Delaware, Bexley and Worthington.

Cece’s background in real estate
investment also differentiates

her — and it’s in her blood. She
comes from a family of real estate
investors and she married into a
family of real estate investors.

“My father ran his own
commercial real estate brokerage
and owned shopping centers,
apartments, offices, and my
husband and I actively invest
ourselves,” Cece said.

Because of her investment
background, Cece approaches real
estate through both a lifestyle and

ownership lens — an advantage
that resonates strongly with
buyers, sellers and investors alike.
“I understand property from the
ownership side, not just the sales
side,” she said. “I think that’s a big
part of why my clients trust me
the way they do.”

Cece’s involvement in real estate
investment is what led her to

become a REALTOR®. She and
her husband had been buying
investment properties and the
two thought it would be helpful
for her to become licensed. In
2015, Cece became an agent and
decided to try home sales.

Cece quickly discovered the many
innate strengths that make her

an exceptional REALTOR®. For
example, she has always had
outstanding visual creativity. She
draws on this skill to help clients
make decisions on the aesthetics
of a home — everything from
products to staging to floor plans.

“My clients come to me to ask
for help with things like their
tile choices or their flooring
choices,” said Cece. “Helping
clients envision the full potential
of a home is one of the most
rewarding aspects of my work.”

Cece is also a solid negotiator
and problem solver. “There’s
always a solution. You can always
figure something out,” she said.
Cece’s instinctive white-glove
service approach additionally
differentiates. Every client gets




full-service, VIP treatment. “I truly
handle everything for my clients,
from start to finish,” Cece said.
“My clients trust me to manage
every detail, from preparation
through closing, with a true
white-glove approach.”

Cece prioritizes client experience
and she makes house hunting as
easy and enjoyable as possible.
“It’s the relationships. You become
so close with people,” she said.

“I strive to make the process

as seamless, enjoyable and
rewarding as possible. You have
to make it a good experience.”

As a result of the close client
relationships she builds, Cece has
been able to build a solid business
based on referrals. “Almost
everything I do comes from past
clients and strong relationships,”
Cece said. “The fact that the
business has grown the way it has
through word of mouth means
everything to me.”

Known for her meticulous
presentation and elevated
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marketing strategies, Cece is
highly involved in preparing each
property for maximum impact.

With all the benefits she brings
to clients, Cece is consistently
recognized among the highest-
producing agents in central Ohio
and has built a reputation for
representing some of our area’s
most distinctive homes.

Cece continues to maintain a deep
connection to the river lifestyle
and waterfront community. Her
link to the water remains both
personal and professional, further
strengthening the authenticity she
brings to waterfront properties
and the lifestyle they represent.

Cece loves to boat on the

Scioto River and also on Lake
Huron, off of Michigan’s Upper
Peninsula, where she vacations.
“I am always surrounding
myself and my family around
the water,” she said.

Through her blend of luxury
expertise, investment knowledge
and deeply personal connection
to waterfront living, Cece

has built a reputation for
delivering an elevated real estate
experience for clients throughout
central Ohio.

She loves real estate and truly
enjoys going through houses

— especially those with lots

of character. She also enjoys
researching the housing market
and finding properties that are
the right fit for homeowners or
investors. But her clients are the
aspect of real estate that means
the most to her.

“Helping clients achieve their
goals while providing an
exceptional experience is what
continues to inspire me every
day,” she said. “My clients are
fabulous and that’s what makes
it so enjoyable. You’re making a
difference in someone’s life.”
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PARRY

CUSTOM HOMES

CUSTOM HOMES DUBLIN
STARTING IN THE $300S - MILLION + YOUR LOT SHOWROOM

/7

MEGAN TOITCH
i 0|0 z_l ]33@ % ﬁ ﬁ Account Executive

Granite Kitchen Upgraded Kraftmaid Kohler Kitchen  Solld Pour 2x8 Exterior Steel | Beams
& Bath Tops Flooring Cabinetry whdma & Bath Fixtures Foundation 10 Walls 8ft 1st in Basement

in, 9 ftHigh  Floor ;QS%/ energy. Same trusted title service.
— WHERE WE BUILD ]

Connect today.

614.946.4412 | megan@worldclasstitle.com
—— ON YOUR LOT —

HOW TO @ CALL Us NOW! | 614-311-81989 EBPARRYCUSTOMHOMES_CBUS
REACH OUT o PARRYHOMESCOLUMBUS.COM o PARRY CUSTOM HOMES COLUMBUS M




TOP 150 STANDINGS - BY VOLUME

Teams and Individuals Jan. 1- May 31, as of June 12

Rank No Agent Office Name Unit Volume

1 Raines, Sandy L The Raines Group, Inc. 176 120,936,000
2 Tartabini, Daniel V New Advantage, LTD 197 106,525,000
3 Ruff, Jeffery W Cutler Real Estate 17 80,238,000
4 Ruehle, Ryan J EXP Realty, LLC 233 72,872,000
5 Hencheck, Alexander A HMS Real Estate 120 67,658,000
6 RafiyQ, Alan J D.R. Horton Realty of Ohio, In 167 66,283,000
7 Fairman, Charlene K The Realty Firm 18 62,938,000
8 Riddle, Robert J New Albany Realty, LTD 57 53,070,000
9 Bauer, Brian M Bauer Realty & Auctions 14 47,163,000
10 Cooper, Sam Howard Hanna Real Estate Svcs 107 39,463,000
" Wright, Kacey A RE/MAX Partners 62 37,858,000
12 Ciamacco, DelLena RE/MAX Connection 69 37,549,000
13 Willcut, Roger E Keller Williams Consultants 43 33,067,000
14 Wheeler, Lacey D Red 1 Realty 59 32,944,000
15 Buehler, Craig Coldwell Banker Realty 80 32,024,000
16 Lynn, Lori Keller Williams Consultants 72 30,444,000
17 Ferrari, Rhiannon M EXP Realty, LLC 70 29,027,000
18 Clarizio, Bradley Red 1 Realty 68 28,803,000
19 Wills, Julie R Howard Hanna Real Estate Svcs 69 28,447,000
20 Collins, Charles E Red 1 Realty 66 25,132,000
21 Mitchell, Courtney J RE/MAX Premier Choice 41 25,083,000
22 Beckett-Hill, Jill Beckett Realty Group 36 24,981,000
23 Madosky Shaw, Lari Coldwell Banker Realty 31 24,759,000
24 Kemp, Brian D Keller Williams Capital Ptnrs 47 24,202,000
25 Ramm, Jeff Coldwell Banker Realty 34 24185,000
26 Ritchie, Lee RE/MAX Partners 52 23,771,000
27 Mancini, Mandy Keller Williams Consultants 39 23,239,000
28 Edwards, Kyle The Brokerage House 44 22,903,000
29 Abbott, Kelly Howard Hanna Real Estate Svcs 56 22,085,000
30 Tanner-Miller, Angie Coldwell Banker Realty 84 21,059,000
31 Vanhorn, Kohl RE/MAX Impact 62 20,554,000
32 Fisk, Jacob V Red 1 Realty 73 20,455,000
33 Keener, Angela L Keller Williams Consultants 53 20,194,000
34 Davis Spence, Katherine The Brokerage House 27 20,094,000
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Rank No Agent Office Name Unit Volume

35 Yoder-Barnhart, Nicole R Howard Hanna Real Estate Serv 38 19,900,000
36 Looney, Sherry L Howard HannaRealEstateServices 52 19,772,000
37 Conley, Amy E Cutler Real Estate 25 19,682,000
38 Shaffer, Donald E Howard HannaRealEstateServices 56 19,051,000
39 Kendle, Ronald D RE/MAX Town Center 29 18,685,000
40 Wemlinger, Kimberly B Howard Hanna Real Estate Svcs 54 18,460,000
M Fenters, Margaret M Coldwell Banker Realty 24 17,585,000
42 Guanciale, Andrew P Coldwell Banker Realty 44 17,149,000

43 Fox-Smith, Angelina L Coldwell Banker Realty 37 16,924,000
44 Bodipudi, Koteswara Red 1 Realty 40 16,600,000
45 Barlow, Jaysen E Sell For One Percent 51 16,270,000
46 Knecht, Dylan J RE/MAX Revealty 69 16,241,000
47 Cox, Brittany Keller Williams Greater Cols 46 15,921,000
48 MacKenzie, Cynthia C CYMACK Real Estate 26 15,745,000
49 Beirne, Daniel J Opendoor Brokerage LLC 45 15,239,000
50 Hursh, Andrew J The Westwood Real Estate Co. 33 15,181,000

Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the
base of a licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through
the MLS as indicated above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on
the way they are reported by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction.
New construction or numbers not reported through the MLS within the date range listed are not included. Asterisk indicates individual.

MANY @

Savvy businesses know it's all
about who many you reach -
not how many.

Our niche publications, exclusive
events, and targeted digital
marketing get your brand in front
of ideal clients affordably.

Let's talk!

Reach out to the publisher
of this magazine today.
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Rank No

51
52
53
54
55
56
57
58
59
60
61

62
63
64
65

66

Agent

Rano, Richard J
Clark, Amy G
Mulvany, Bryan R
Ross, James E

Alley, Rachel M
Lyubimova, Ekaterina
Rasmus, Jude A
Godard, Cheryl S
Griffith, Tyler R
Pattison, Susie L
Shaffer, Carlton J
Roehrenbeck, James F
Winter, Brad
Kamann, Heather R
Press, Marci L

Prewitt, Brandon T

Office Name

RE/MAX Affiliates, Inc.

Cutler Real Estate

Hart Real Estate Agency LLC

Red 1 Realty

Keller Williams Capital Ptnrs
NextHome Experience

Rasmus Real Estate Group, Inc.

KW Classic Properties Realty
RE/MAX Peak

Cutler Real Estate

RE/MAX Partners

RE/MAX Town Center

Engel & Volkers Real Estate Advisors
Howard Hanna Real Estate Services
Home Central Realty

RE/MAX Partners

Unit

24
40
39
60
30
48

44

34
21

25
27
20
35
26

28

TOP 150 STANDINGS - BY VOLUME

Teams and Individuals Jan. 1- May 31, as of June 12

14,772,000
14,234,000

14,208,000

14,006,000
13,888,000
13,633,000
13,622,000

13,166,000

12,961,000
12,793,000
12,423,000
12,278,000
12,257,000

12,206,000

Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the
base of a licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the
MLS as indicated above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the
way they are reported by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New
construction or numbers not reported through the MLS within the date range listed are not included. Asterisk indicates individual.
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SEBASTIAN STARUD

RYAN CVAMMEN

WHY WORK WITH NFM LENDING?

NFM Lending’

Ready. Set. Mortgage.™
|

One Easton Oval, Suite 500
Columbus, OH 43219

Rank No

67
68
69
70
7

72
73
74
75
76
77
78
79
80
81

82
83
84
85
86
87
88
89
90
91

92
93
94
95
96
97
98
99

100

Agent

Cleary, Michele L
Becker, Kathryn K
Morrison, Natalie H
Lubinsky, John D
Parsley, David H
Giessler, Amy R
Romanelli, Cristina M
Breeckner, Brian
Ogden Oxender, Erin
Mabhler, Jeff A*
Elflein, Joan
Mathias, Neil W
Hood, Shaun
Casey, Michael A
Close, Allison L
Webb, Stephanie
Snider, Jodie L
Price, Hugh H
Dixon, Tracey L
Groza Yoko, Emily
Farwick, Thomas M
Hughes, Malia K
Doyle, Michael
Miller, Catherine W
Janitzki, Seth J
Chapman, Oliver
Kovacs, Kimberly A
Powers, David S
Sunderman, Mary K
El Mejjaty, Omar
Cameron, Christina M
Espy, Seana M
Kohlhepp, John

Kim, Lory

Office Name

Howard Hanna Real Estate Svcs
Coldwell Banker Realty
e-Merge Real Estate
RE/MAX Affiliates, Inc.
Firstmark Real Estate LLC
Cam Taylor Co. Ltd., Realtors
Keller Williams Greater Cols
Beckett Realty Group

Keller Williams Capital Ptnrs
Keller Williams Capital Ptnrs
Ohio Broker Direct, LLC
Cutler Real Estate

Coldwell Banker Realty
RE/MAX Connection

Cutler Real Estate

Keller Williams Legacy Group
Forman Realtors, Inc
Howard HannaRealEstateServices
Keller Williams Greater Cols
The Brokerage House

KW Classic Properties Realty
Key Realty

Real of Ohio

NextHome Experience

Cam Taylor Co. Ltd., Realtors
Keller Williams Consultants
Coldwell Banker Realty
Cutler Real Estate

Keller Williams Capital Ptnrs
Carleton Realty, LLC

Rolls Realty

Cutler Real Estate

Keller Williams Capital Ptnrs

RE/MAX Connection

Unit

25
23
34
27
20
21
29
36
26
28
31
15
27
25
15
35
16
24
29
21
19
31
30
12
15
14
30
1
21
40
12
14
31

34

Volume

12,149,000
12,089,000
11,882,000
11,820,000
11,808,000
11,785,000
11,722,000
11,716,000
11,703,000
11,662,000
11,580,000
11,480,000
11,409,000
11,384,000
11,233,000
11,209,000
11,192,000
11,151,000
11,016,000
10,997,000
10,991,000
10,973,000
10,869,000
10,830,000
10,820,000
10,801,000
10,724,000
10,714,000
10,682,000
10,597,000
10,486,000
10,481,000
10,417,000

10,369,000
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TOP 150 STANDINGS - BY VOLUME

Teams and Individuals Jan. 1- May 31, as of June 12

Rank No Agent Office Name Unit Volume Rank No Agent Office Name Unit Volume

101 Chudik, Margaret L Coldwell Banker Realty 20 10,292,000 134 Parrett, Constance D Cutler Real Estate 25 8,813,000
102 Kessler-Lennox, Jane New Albany Realty, LTD 7 10,229,000 135 Hughes Pritchard, Lorri RE/MAX Impact 10 8,782,000
103 Duff, Paige Choice Properties Real Estate 22 10,166,000 136 Coburn, Kristin L Coldwell Banker Realty 18 8,777,000

104 Laumann, Margot M Street Sotheby's International 16 10,136,000 137 Meyer, James D Cutler Real Estate 23 8,767,000
105 Burnheimer, Colin Thrive Realty, Ltd. 13 10,070,000 138 Richards, Katie Keller Williams Greater Cols 19 8,760,000
106 Goodman, Benjamin J The Brokerage House 17 10,066,000 139 Smith, Anita K EPCON Realty, Inc. 20 8,756,000
107 Koontz Gilmour, Paula KW Classic Properties Realty 15 10,062,000 140 Robinson, Andrew W Real of Ohio 10 8,733,000
108 Carruthers, Michael D Coldwell Banker Realty 16 10,010,000 141 Marvin, Scott A Team Results Realty 23 8,732,000
109 Swihart Valentine, Abigail E Red 1 Realty 29 9,827,000 142 Andrews, Trevor R Bold Realty 23 8,716,000

10 Shields, Bradley L Coldwell Banker Realty 19 9,772,000 143 Bell, Megan L Real of Ohio 23 8,686,000
m Grandey, M. Michaela Rolls Realty 14 9,762,000 144 Jones, Michael L Coldwell Banker Realty 5 8,682,000
12 Crocco, Katie RE/MAX Winners 28 9,714,000 145 Scoby, Jennie Keller Williams Consultants 21 8,670,000
13 Murphy, Kristina R Howard Hanna Real Estate Svcs 31 9,674,000 146 Smith, Karen S The Brokerage House 18 8,664,000
14 Chambers, Tracy Keller Williams Consultants 20 9,651,000 147 Raabe, Thomas J The Westwood Real Estate Co. 13 8,649,000
15 Ackermann, Mara RE/MAX Consultant Group 15 9,634,000 148 Bruce, Justin Keller Williams Capital Ptnrs 14 8,634,000
16 Wainfor, Susan Coldwell Banker Realty 24 9,578,000 149 Gibson, Michael Bradley Real of Ohio 18 8,509,000
17 Noggle, Michelle RE/MAX Revealty 33 9,558,000 150 Gleaves, Gregory The Brokerage House 13 8,501,000
18 Donovan, Anne Coldwell Banker Realty 20 9,547,000

Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the
19 Straub, Sheila M Coldwell Banker Realty 13 9,406,000 base of a licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the
MLS as indicated above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the

120 Marsh, Troy A Keller Williams Consultants 22 9,389,000 way they are reported by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New
121 Jackson. Patricia K RE/MAX Genesis 17 9.342.000 construction or numbers not reported through the MLS within the date range listed are not included. Asterisk indicates individual.
122 Corbett, Martha Sorrell & Company, Inc. 14 9,329,000
123 Coombs, Niko EXP Realty, LLC 19 9,249,000
Your Local Resource
124 Berg, Susan J Coldwell Banker Realty 17 9187000 ln Hﬂnor Of
. . Lauren Calhoon
125 Evans, Nicole R The Brokerage House 12 9,115,000 T eir ervice 3 2?
126 Salmons, Robert E Entera Realty LLC 26 9,051,000 Hawve you heard about cur EPECiﬂl sﬂyings |Calhmn@fahw'c0m
o : I

127 Falah, Sinan Coldwell Banker Realty 24 9,022,000 opportunity? All active/former firefighters, law

anforcement officars, and membars of the LLS.
128 Byrne, Heather KW Classic Properties Realty 18 8,970,000 Armed Forces get $75 off new home warranty

plans!* Use code HONORTS.
129 Murphy, Patrick J Keller Williams Consultants 21 8,962,000

i

130 Davie, Lauren Engel & Volkers Real Estate Advisors 10 8,921,000 LEt s connect.
131 Hinson, Alan D New Albany Realty, LTD 5 8,875,000 e P i e L e e Conrcto

pambmed with sy ather promatsons o dicounta
132 Jones, Tracy J Keller Williams Elevate - Strongsville 64 8,860,000
133 Kullman, Gregory S Street Sotheby's International 13 8,860,000

firstamrealestate.com ‘ w | F “My goal is to make your
Phone Orders: 800-444-9030 ' ' ’ job easier”
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We
Communicate

Exemplary

Customer Service Anytime, Anyplace

Signing

TOP 8 REASONS
TO WORK WITH Seamless and

Transparent

We're Not Your

Typical Title
Company OHIO REAL TITLE Transactions

Instant Title Joint Venture
Quotes Opportunities

Trusted and
Verified

O HI O
REALTITLE

We're Not Your Typical Title Company.

www.ohiorealtitle.com
216.373.9900

EMPOWER YOUR CLIENTS *

TO WIN IN MULTIPLE
OFFER SCENARIOS

Enhance your clients’ success in multiple offer situations. Partner with NFM Lending
today and discover how we can help your clients secure their dream homes.
Let’'s win together!

As a real estate agent, you know the challenges your clients face in today's competitive
market. Partnering with NFM can give your clients the edge they need to succeed in
multiple offer scenarios. Our commitment to excellence and client success makes us the
ideal partner for real estate professionals.

COMPETITIVE
RELIABLE FINANCIAL
CLOSINGS SOLUTIONS

Our fast and We provide
dependable closing competitive rates
process makes your and flexible terms,
clients’ offers more offering your clients
appealing to sellers the best financial

increasing their ] :
P S options available.

TAILORED
APPROVALS STRATEGIES

Our quick and Collaborate with
efficient pre-approval our seasoned loan
process ensures your originators to develop
clients are ready to personalized

make strong, credible strategies that ,
offers enhance your clients

chances of winning.

Here are a few ways that we are
helping clients WIN:

Property Inspection Waiver
(appraisal waiver)

- Fast as Cash Closings (15 days or less)

Our reputation

s N, A,

s :
- Our proven offer process Rl TN —
- We educate clients on the 10
ways to win Please reach out
to a local NFM
Lender to inquire
about how we can

n 1 ® help your clients
e I I l win in multiple
offer scenarios

Ready. Set. Mortgage.™ today!

E%ual Housing Lender: This advertisement is strictly for builder and realtor informational purposes, and should not be disseminated to consumers. This document is not an advertisement for consumer credit as defined in 12
CFR 1026.2(a)(2). The pre-approval may be issued before or after a home is found. A pre-approval is an initial verification that the buyer has the income and assets to afford a home up to a certain amount. This means we have
pulled credit; collected documents, verified assets, submitted the file to processing and underwriting, ordered verification of rent and employment, completed an analysis of credit, debt ratio and assets, and issued the
pre-approval. The pre-approval is contingent upon no changes to financials and property approval/appraisal. *Borrower must pay for the appraisal upfront. This advertisement must be presented at the time of the loan
application'in order to be eligible to receive the appraisal voucher. The appraisal fee will be credited up to $500 to the borrower at the closing of their loan through NFM Lending. The credit for the appraisal will come in the
form of a lender credit towards closing costs. Voucher applies to first mortgage loans to purchase or refinance real estate properties made through NFM Lending branch OH330 Focated at 1 Easton Oval, Ste. 500, Columbus,
Ohio 43219. Home equity loans, second mortgages, lines of credit, and otherloans that are not first mortgages do not quaf% f%rthe appraisal waiver. Voucher valid until 12/31/2025. Some restrictions apply. Eligibility is subject
to completion of an application and verification of home ownership, occupancy, title, income, employment, credit, home value, collateral, and underwriting requirements. Not all programs are available in"all areas. Offers may
vary and are subject to change at any time without notice. For NFM Lending, LLC'’s full agency and state licensing information, please visit www.nfmlending.com/licensing . NFM Lending, LLC's NMLS #2893 ( www.nmlsconsumer-
access.org ). ©2025 NFM Lending, LLC. America’s Common Sense Lender® Trade/service marks are the property of NFM Lending;.LLC and/or its subsidiaries. Licensed by the Department of Financial Protection and Innovation
under the California Residential Mortgage Lending Act. www.nfmlending.com To qualify for this program the consumer must be pre-approved and all the following must apply: The final approval cannot deviate from any terms
of the initial approval. The loan closing cannot be delayed in whole or in part by actions of the buyer or seller beyondNFM’s control.



TOP 150 STANDINGS - BY UNIT

Teams and Individuals Jan. 1- May 31, as of June 12

Rank No Agent Office Name Volume Unit
1 Ruehle, Ryan J EXP Realty, LLC 72,872,000 233
2 Tartabini, Daniel V New Advantage, LTD 106,525,000 197
3 Raines, Sandy L The Raines Group, Inc. 120,936,000 176
4 RafiyQ, Alan J D.R. Horton Realty of Ohio, In 66,283,000 167
5 Hencheck, Alexander A HMS Real Estate 67,658,000 120
6 Fairman, Charlene K The Realty Firm 62,938,000 118
7 Ruff, Jeffery W Cutler Real Estate 80,238,000 17
8 Cooper, Sam Howard Hanna Real Estate Svcs 39,463,000 107
9 Tanner-Miller, Angie Coldwell Banker Realty 21,059,000 84
10 Buehler, Craig Coldwell Banker Realty 32,024,000 80
" Fisk, Jacob V Red 1 Realty 20,455,000 73
12 Lynn, Lori Keller Williams Consultants 30,444,000 72
13 Ferrari, Rhiannon M EXP Realty, LLC 29,027,000 70
14 Knecht, Dylan J RE/MAX Revealty 16,241,000 69
15 Wills, Julie R Howard Hanna Real Estate Svcs 28,447,000 69
16 Ciamacco, Delena RE/MAX Connection 37,549,000 69

Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the
base of a licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the
MLS as indicated above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the
way they are reported by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New

construction or numbers not reported through the MLS within the date range listed are not included. Asterisk indicates individual.

* Family
* Building Projects
* Branding

lesliefoxphotography@gmail.com
614-565-8098
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Rank No Agent Office Name Volume Unit
17 Clarizio, Bradley Red 1 Realty 28,803,000 68
18 Collins, Charles E Red 1 Realty 25,132,000 66
19 Jones, Tracy J Keller Williams Elevate - Strongsville 8,860,000 64
20 Wright, Kacey A RE/MAX Partners 37,858,000 62
21 Vanhorn, Kohl RE/MAX Impact 20,554,000 62
22 Ross, James E Red 1 Realty 14,112,000 60
23 Wheeler, Lacey D Red 1 Realty 32,944,000 59
24 Riddle, Robert J New Albany Realty, LTD 53,070,000 57
25 Abbott, Kelly Howard Hanna Real Estate Svcs 22,085,000 56
26 Shaffer, Donald E Howard HannaRealEstateServices 19,051,000 56
27 Wemlinger, Kimberly B Howard Hanna Real Estate Svcs 18,460,000 54
28 Keener, Angela L Keller Williams Consultants 20,194,000 53
29 Miller, Sam Re/Max Stars 8,267,000 52
30 Ritchie, Lee RE/MAX Partners 23,771,000 52
31 Looney, Sherry L Howard HannaRealEstateServices 19,772,000 52
32 Barlow, Jaysen E Sell For One Percent 16,270,000 51
33 Graham, Mark Countrytyme Realty, LLC 6,312,000 48
34 Lyubimova, Ekaterina NextHome Experience 13,888,000 48
35 Kemp, Brian D Keller Williams Capital Ptnrs 24,202,000 47
36 Cox, Brittany Keller Williams Greater Cols 15,921,000 46
37 Beirne, Daniel J Opendoor Brokerage LLC 15,239,000 45
38 Edwards, Kyle The Brokerage House 22,903,000 44
39 Guanciale, Andrew P Coldwell Banker Realty 17,149,000 44
40 Rasmus, Jude A Rasmus Real Estate Group, Inc. 13,633,000 44
41 Willcut, Roger E Keller Williams Consultants 33,067,000 43
42 Mitchell, Courtney J RE/MAX Premier Choice 25,083,000 41
43 Clark, Amy G Cutler Real Estate 14,234,000 40
44 El Mejjaty, Omar Carleton Realty, LLC 10,597,000 40
45 Bodipudi, Koteswara Red 1 Realty 16,600,000 40
46 Mancini, Mandy Keller Williams Consultants 23,239,000 39
47 Mulvany, Bryan R Hart Real Estate Agency LLC 14,208,000 39
48 Yoder-Barnhart, Nicole R Howard Hanna Real Estate Serv 19,900,000 38
49 Fox-Smith, Angelina L Coldwell Banker Realty 16,924,000 37
50 Beckett-Hill, Jill Beckett Realty Group 24,981,000 36
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TOP 150 STANDINGS - BY UNIT

Teams and Individuals Jan. 1- May 31, as of June 12

Rank No Agent Office Name Volume Unit
51 Breeckner, Brian Beckett Realty Group 11,716,000 36
52 Webb, Stephanie Keller Williams Legacy Group 11,209,000 35
53 Kamann, Heather R Howard Hanna Real Estate Services 12,278,000 35
54 Morrison, Natalie H e-Merge Real Estate 11,882,000 34
55 Ramm, Jeff Coldwell Banker Realty 24,185,000 34
56 Griffith, Tyler R RE/MAX Peak 13,166,000 34
57 Kim, Lory RE/MAX Connection 10,369,000 34
58 Noggle, Michelle RE/MAX Revealty 9,558,000 33
59 Hursh, Andrew J The Westwood Real Estate Co. 15,181,000 33
60 Fair, Diana The Westwood Real Estate Co. 7,799,000 32
61 Elflein, Joan Ohio Broker Direct, LLC 11,580,000 31
62 Murphy, Kristina R Howard Hanna Real Estate Svcs 9,674,000 31
63 Madosky Shaw, Lari Coldwell Banker Realty 24,759,000 31
64 Hughes, Malia K Key Realty 10,973,000 31
65 Kohlhepp, John Keller Williams Capital Ptnrs 10,417,000 3
66 Diaz, Byron NextHome Experience 6,774,000 30
67 Alley, Rachel M Keller Williams Capital Ptnrs 14,006,000 30

Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the
base of a licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the
MLS as indicated above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the
way they are reported by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New
construction or numbers not reported through the MLS within the date range listed are not included. Asterisk indicates individual.
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Rank No Agent Office Name Volume Unit
68 Kovacs, Kimberly A Coldwell Banker Realty 10,724,000 30
69 Doyle, Michael Real of Ohio 10,869,000 30
70 Romanelli, Cristina M Keller Williams Greater Cols 11,722,000 29
71 Kendle, Ronald D RE/MAX Town Center 18,685,000 29
72 Lieu, Jimmy Swiss Realty LTD 6,100,000 29
73 Swihart Valentine, Abigail E Red 1 Realty 9,827,000 29
74 Dixon, Tracey L Keller Williams Greater Cols 11,016,000 29
75 Richmond, Robert D Red 1 Realty 8,392,000 28
76 Mabhler, Jeff A* Keller Williams Capital Ptnrs 11,662,000 28
77 Crocco, Katie RE/MAX Winners 9,714,000 28
78 Prewitt, Brandon T RE/MAX Partners 12,206,000 28
79 Hood, Shaun Coldwell Banker Realty 11,409,000 27
80 Davis Spence, Katherine The Brokerage House 20,094,000 27
81 Roehrenbeck, James F RE/MAX Town Center 12,793,000 27
82 Solomon, Arthur A Coldwell Banker Heritage 4,765,000 27
83 Lubinsky, John D RE/MAX Affiliates, Inc. 11,820,000 27
84 Ogden Oxender, Erin Keller Williams Capital Ptnrs 11,703,000 26
85 Croom, David M Berkshire Hathaway HS Pro Rity 8,244,000 26
86 Press, Marci L Home Central Realty 12,257,000 26
87 MacKenzie, Cynthia C CYMACK Real Estate 15,745,000 26
88 Salmons, Robert E Entera Realty LLC 9,051,000 26
89 Shaffer, Carlton J RE/MAX Partners 12,961,000 25
90 Conley, Amy E Cutler Real Estate 19,682,000 25
N Cleary, Michele L Howard Hanna Real Estate Svcs 12,149,000 25
92 Hamilton, V. Patrick REMAX Alliance Realty 6,228,000 25
93 Casey, Michael A RE/MAX Connection 11,384,000 25
94 Parrett, Constance D Cutler Real Estate 8,813,000 25
95 Stevenson, Michelle L M3K Real Estate Network Inc. 7,503,000 25
96 Hamrick, Kimberly D Keller Williams Consultants 8,351,000 25
97 Wampler, Stacey J Sluss Realty Company 5,668,000 24
98 Rano, Richard J RE/MAX Affiliates, Inc. 14,772,000 24
99 Falah, Sinan Coldwell Banker Realty 9,022,000 24
100 DiGiorgio, Ross V The Westwood Real Estate Co. 6,799,000 24
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TOP 150 STANDINGS - BY UNIT

Teams and Individuals Jan. 1- May 31, as of June 12

Rank No Agent Office Name Volume Unit
101 Wainfor, Susan Coldwell Banker Realty 9,578,000 24
102 Fenters, Margaret M Coldwell Banker Realty 17,585,000 24
103 Price, Hugh H Howard HannaRealEstateServices 11,151,000 24
104 Winland, Jessica Coldwell Banker Realty 5,832,000 24
105 Andrews, Trevor R Bold Realty 8,716,000 23
106 Horne, Jeffrey E Coldwell Banker Heritage 4,310,000 23
107 Bell, Megan L Real of Ohio 8,686,000 23
108 Meyer, James D Cutler Real Estate 8,767,000 23
109 Parham, Janene R Red 1 Realty 4,362,000 23
110 Harr, William Christopher RE/MAX ONE 7,003,000 23
m Marvin, Scott A Team Results Realty 8,732,000 23
12 Becker, Kathryn K Coldwell Banker Realty 12,089,000 23
13 Judd, Katrina M Howard Hanna Real Estate Svcs 8,112,000 23
14 Marsh, Troy A Keller Williams Consultants 9,389,000 22
15 Liston, Zeke Red 1 Realty 6,145,000 22
116 Duff, Paige Choice Properties Real Estate 10,166,000 22
17 Smith, Andrew L Red 1 Realty 6,727,000 22

Disclaimer: Beginning January 2024, data includes all agents reporting regardless of transaction type. We do not have the ability to know and understand the
base of a licensed agent’s business and type. This data should be used for informational purposes only. Information is based on reported numbers through the
MLS as indicated above by the date range listed on the actual date the numbers were run. Transactional reporting is not static, as numbers vary based on the
way they are reported by the REALTOR®. Accuracy is also affected by the date transactions are reported which affects all parties involved in a transaction. New

construction or numbers not reported through the MLS within the date range listed are not included. Asterisk indicates individual.
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HOMES BUILT TO IMPRESS. DESIGNED TO LAST.

WITH 40+ YEARS OF EXPERIENCE AND OVER 150,000 HOMES BUILT, M/I HOMES I5 ONE OF THE

MATION'S TOP BUILDERS. IN COLUMBUS, WE DELIVER ENERGY-EFFICIENT, BEAUTIFULLY

{6141 5$ﬂ l})bﬂ | ccrotty@mihomes.com | mihomes.com @f (@ I

Connect with Conor!

DESIGNED HOMES—BACKED BY QOUR EXCLUSIVE TRANSFERABLE STRUCTURAL
WARR.&NTY. THE MOST COMPREHENSIVE IN THE INDUSTRY.

Rank No Agent Office Name Volume Unit
18 Pattison, Susie L Cutler Real Estate 13,134,000 21
19 Scoby, Jennie Keller Williams Consultants 8,670,000 21
120 Fisher, Keli M e-Merge Real Estate Results 6,043,000 21
121 Hall, Connie L Rock House Realty LLC 6,167,000 21
122 Giessler, Amy R Cam Taylor Co. Ltd., Realtors 11,785,000 21
123 Hart, Kevin Keller Williams Capital Ptnrs 6,342,000 21
124 Groza Yoko, Emily The Brokerage House 10,997,000 21
125 Jenkins, Brady J RealtyX-Real Estate Xperts LLC 4,930,000 21
126 Murphy, Patrick J Keller Williams Consultants 8,962,000 21
127 Davis, Elton E RE/MAX ONE 5,508,000 21
128 Sunderman, Mary K Keller Williams Capital Ptnrs 10,682,000 21
129 Barash, Vadim NextHome Experience 6,983,000 21
130 Wills, Elizabeth Genevieve Rock House Realty LLC 6,954,000 21
131 Fader, Scott Joseph Walter Realty, LLC 3,254,000 21
132 Kessel-White, Jennifer KW Classic Properties Realty 7,473,000 20
133 Donovan, Anne Coldwell Banker Realty 9,547,000 20
134 Chambers, Tracy Keller Williams Consultants 9,651,000 20
135 Ford, Clint A Coldwell Banker Realty 8,198,000 20
136 Boot, Yuriy A BUCH Realty, LLC 6,823,000 20
137 Chudik, Margaret L Coldwell Banker Realty 10,292,000 20
138 Poland, Sibley Red 1 Realty 5,599,000 20
139 Winter, Brad Engel & Volkers Real Estate Advisors 12,423,000 20
140 Payne, Donald A Vision Realty, Inc. 5,314,000 20
141 Mullins, Rebekah Red 1 Realty 5,034,000 20
142 Baisden, Anne M RE/MAX ONE 7,396,000 20
143 Parsley, David H Firstmark Real Estate LLC 11,808,000 20
144 Erickson, Cinda D Berkshire Hathaway HS Pro Rity 3,478,000 20
145 Hensel, Drew R RE/MAX ONE 8,112,000 20
146 Smith, Anita K EPCON Realty, Inc. 8,756,000 20
147 Rano-Jonard, Linda M RE/MAX Affiliates, Inc. 7,552,000 19
148 Shields, Bradley L Coldwell Banker Realty 9,772,000 19
149 Farwick, Thomas M KW Classic Properties Realty 10,991,000 19
150 Richards, Katie Keller Williams Greater Cols 8,760,000 19
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Strong Crews. =~ ' /.
Smooth Movesd® £ &y

Professional residential, commercial, and
long-distance moving services for Ohio-based
clients relocating anywhere in the U.S.

You get them to the closmg R 1
table. We get them s ; T

(614) 558-5750 S|Iverbulletsmovmg@éman com

www.silverbulletsmoving.com

JENMIFER McIMTYRE -
Vice Prasident of Sales [ L ‘I Ii' . M |
=] Sottl b Servi ¥l Wl -
JeriferMaResOUTCORES com RESOURCE " o By Gk s

C: 5M-537-3096 | O 6l4-413-0765 SETTIEMENT EER"l'[CEﬁ

e & HA\P‘E A SAFE INDEPENDENCE DAY!

- Board @ Batten

REAL ESTATE PHOTOGRAPHY

WWW.BOARDANDBATTEN.US * INFO@BOARDANDBATTEN.US = 740-816-2707
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WE’VE BEEN THE SMART CALL
IN CENTRAL OHID SINCE WAY BEFORE
THERE WERE SMART PHONES.

1-800-FURNACE [ atlasbutler.com

WAY before apps, voice commands, and DIY videos, Columbus families knew they could
count on Atlas Butler. And after more than a century of keeping homes comfertable,
we're still the ones to trust for heating, cocling, and plumbing-no buffering, no
guesswork, just reliable service from a team that's been here since way, WAY back.

Atias Butier

Famlly-owned and operated since 1921



convenient |adjective |con-ve-nient, kan- ' vén-yant
Def.| being near at hand : CLOSE

Check out one of our CONVENIENT locations near YOU

e Chillicothe: 45 W. Second St., Suite A | Chillicothe, OH 45601 | 740-775-1200

e Dublin (Bridge Park): 6515 Longshore Loop, Suite 360 | Dublin, OH 43017.|614-923-2351
e Grove City: 3136 Broadway, Suite 102 | Grove City, OH 43123 | closing location only

e Polaris: 999 Polaris Parkway | Columbus, OH 43240 | 614-854-0980

e Upper Arlington: 4740 Reed Rd., Suite 202 | Columbus, OH 43220 | 614-442-1900

e Westerville: 495 Executive Campus Dr. | Westerville, OH 43082 | closinglocation only

e Worthington: 6641 N. High St., Suite 202 | Worthington, OH 43085 | 614-431-0400

EXPERIENCED STAFF | MULTIPLE LOCATIONS | MARKETING SOLUTIONS | RE APP

=1

I TITLE
www.titlefirst.com

Tt

investinyourbrand
investinyourself

Your brand tells your story. Let's elevate it.

KristenNesterPhotography.com . i ]
g gk

PHOTOGRAPHY
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STRONG PARTNERSHIPS.
& }’ s T ) #
D lrenger \fLesud 7E.

J
& ="

EMPOWERING AGENTS.
DELIVERING EXCEPTIOMAL CLIENT EXPERIENCES,

B
o —
OWER
OCAL
CLARKSON TEAM 4
EE3T. ¥+
Helping clients achieve the goal of {
homeownership one family at a time. 'Eﬁ

We work with your everyday first time 1
homebuyer to the savvy investor client I
looking to add to their portfolio of |

I

properties. I\

Il

L X AGENT-FOCUSED | |

s . '
Bl Your success ks our priority,

WIDE RANGE OF LOAN OPTIONS

N |
ﬁ Solutions for every type of buyer

and investor
Py LOCAL EXPERTISE

Personalized service with a
COmirm uf'||1'r--T|!'i1. apr.-.'na;!t..

Austin Clarkson

/e \ LET'S BUILD SUCCESS {500+ ONcar | Lower Mortgae I
‘(_‘ TOGETHER. @ 419-236-5388 wer-CGM
O austin.clarkson@lower.com

™ | F 4 r i
Your Goals. £ (Lssion.

TOGETHER, WE OPEN DOORS.



A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

UNIONHOME ().

MORTGAGE N

NOAH BRADER
LOAN OFFICER

C:740.815.1573 | 0:614.212.6921

nbrader@uhm.com | www.applywithnoah.com
5080 Tutth Crossing Suita 350 Dubling OH 43017
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